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ALLIED  TO  EXPAND  ^  stores  are  In 


~  Uxe  black-”  I 

„  DISCOUNT  SELLING  ihjnctfbitirig  as  an  autonomous 


CL  , 

Allied  Mortis 
flirtaiTBTl  With  discounting  has 
blossomed  Into  a  serious  ro¬ 
mance. 

The  company's  three-year-old 
Almart  division  has  emerged 
into  “a  proved  success”  and  at 
least  10  stores  will  be  in  this 
division  by  the  end  of  the  nine- 
teen-sixties,  Theodore  Schlesing 
er,  president,  said  yesterday. 

A  fifth  store,  the  second  in 
the  Wilmington,  Del.,  area,  will 
be  added  by  October  in  the  Con¬ 
cord  Mall  Shopping  Center  on 
Route  202,  the  Concord  Pike, 
Mr.  Schlesinger  said.  The  new 
unit  will  be  the  same  size  as  the 
other  Almart  in  Wilmington, 
120,000  square  feet  with  provi 
sion  for  expansion. 

Allied  Stores,  which  had  sales 
of  $893.3  million  in  the  latest 
fiscal  year,  or  7.7  per  cent  over 
the  previous  year’s,  operates 
102  department  stores,  includ¬ 
ing  Stem  Brothers  and  Gertz 
Long  Island  in  the  metropolitan 
New  York  area. 

Its  entrance  into  discounting 
in  1962  was  in  the  nature  of  a 
test,  which  according  to  Mr. 
Schlesinger,  has  proved  success- 


organization  within  Allied,  Al- 
mart’s  current  sales  are  about 


$25  million  and  are  expected 
to  reach  $30  million  by  the  end 
of  the  year,  he  said. 

From  a  profit  standpoint,  the 
discount  group  is  still  below 
that  of  Allied’s  traditional  stores 
but  sales  per  square  foot  of 
selling  space  are  higher  in  the 
low-margin  stores. 


ful  “because  Almart  made  sub¬ 
stantial  progress  last  year  and 


PATRON  STRESSED 
BY  STERN’S  CHIEF 


Continued  From  Page  51 


originated,  not  an  an  ‘adjust¬ 
ment  counter.*  ” 

Mr.  Walters  was  bom  in  Enid 
Okla.,  a  towrn  of  35,000.  He 
attended  business  college  for  a 
year,  spent  two  years  at  Seattle 
Pacific  College,  and  studied  ac¬ 
counting  in  Chicago  at  night. 

After  a  brief  period  as  an 
accountant  for  a  manufacturing 
firm,  he  became  an  executive 
with  All-State  Insurance  Com¬ 
pany,  and  then  worked  for  18 
months  for  Booz,  Allen  &  Ham¬ 
ilton,  a  management  consulting 
firm.  L.'. 

After  five  years  with  Me 
Kinsey  &  Co.,  also  a  consulting 
company,  he  operated  a  Ben 
Franklin  variety  store.  Subse¬ 
quently,  he  became  an  execu¬ 
tive  and  vice  president  for  the 
Dayton  Company,  Minneapolis 
department  store,  and  then  a 
vice  president  of  Joseph  Home 
Company,  a  leading  Pittsburgh 
department  store. 


Unsure  at  First 
When  Theodore  Schlesinger 

r.  _ i _ J  \ir *.  Walter*; 


first  suggested  to  Mr.  Walters 
the  possibility  of  coming  to 
New  York  as  head  of  the  4-d 
Street  store,  the  Oklahoman 
was  unsure.  ,  . 

•*I  hadn’t  been  in  Stern  s  for 
five  years  and  didn't  know  it. 

But  when  I  saw  the  new  branch 
store  in  Paramus,  N.  J.,  I  was 
mtrigued.’* 

As  a  management  consultant 
fir.  Walters  had  become  used 
o  sizing  up  situations  quickly 
jid  acting  promptly. 

“If  you’r  spending  X  num- 
it  Stem’s  within  three  weeks, 
he  said.  A  believer  In  stressing 
greater  employe  products  lty,  I 
he  began  investigating  such 
matters  as  the  ratio  of  expenses 
to  sales. 

"If  you’re  spending  X  num¬ 
ber  of  dollars  for  any  job, 
efficiency  demands  that  tne 
sales  return  be  adequate,  he 
explains.  ,  « 

The  following  actions  have 
been  taken  at  Stern’s: 

q Attempts  have  been  made 
to  provide  a  more  favorable 
image  through  advertising  anc 
merchandise  presentation,  in¬ 
volving  fashion  and  quality. 

q Emphasis  has  been  placed 
on  '‘Stern’s  difference’*  from 
other  stores  in  NNew  York, 
particularly  in  offering  greater 
depth  and  variety  of  stocks  a 
spread  of  sizes  and  availability 
of  unusual  goods. 

q  Providing  the  best  custom¬ 
er  service  possible.  “When  I 
get  a  letter  of  complaint  from 
a  customer  (we  get  too  many 
of  them),  I  want  to  satisfy  her 
so  that  she  doesn’t  complain  to 
me  again.”  Bill  adjustments  and 
merchandise  adjustments  have 
been  placed  under  the  same  de¬ 
partment  to  ensure  greater 

efficiency.  .  nrnvp 

qA  program  to  improve 
gross  margins  and  net  profits 
has  been  begun  through  expense 
control  and  greater 

His  program  is  already  achiev¬ 
ing  results,  with  Stern’s  com¬ 
pleting  its  best  year  in  a  dec¬ 
ade,  for  which  Mr. 
gives  a  share  of  credit  to  his 
predecessors  in  management. 

In  attempting  to  turn  around 
the  company  by  transforming 
some  of  its  weaknesses  into 
strengths,  Mr.  Walters,  the 
efficiency  expert,  may  also,  as 
a  by-product,  introduce  some 
innovations  for  retailing  at 
large.  Cr 


Former  Efficiency  Expert  Institutes 
Programs  Accenting  Care  of  Patrons 
and  Employe  Productivity 


By  ISADORE  BARMAShKI  \j  I  f 

Take  one  efficiency  expert, business  because  Ave  didn't  take 


H 


make  him  president  of  a  depart¬ 
ment  store  that  has  1,500  em¬ 
ployes  and  three  branches,  and 
what  happens  ? 

Plenty — and  soon.  As  a  mat¬ 
ter  of  fact — within  three  weeks 
of  appointment. 

Every  morning,  except  week¬ 
ends,  Frank  W.  Walters  scouts 
the  floors  of  §tci7i  Brother: 
studying  merchant' sc  uispTay§, 
observing  the  interplay  of  salq§ 
clerk  and  customer^  analyzing 
and  noting  the  behavior  of  the 
shopper. 

In  his  sixth  floor  office,  the 
tall,  lean  executive  studies  the 
daily  sales  reports,  conducts  an 
unusual  wedkly  executive  meet¬ 
ing  on  customer  adjustments, 
or  lunches  with  executives  and 
supplier  representatives  to  dis- 


good  enough  care  of  our  cus¬ 
tomers.  Now,  I  think  there  is 
considerable  plus  business  to  be 
gained  in  correcting  just  that 
and  we’ve  made  it  an  official 
storewide  policy.” 

The  New  York  customer  is, 
in  Mr.  Walters’  book,  a  tough 
one,  but  no  more  difficult  to 
handle  than  in  cities  like  Min¬ 
neapolis  and  Pittsburgh,  where 
the  new  Stem’s  president  pre¬ 
viously  served  as  a  retail  store 
executive. 

“I  think  it  all  boils  dowr 
to  the  need  for  Stern’s  to  re 
discover  he  customer,”  he  sug¬ 
gested.  “An  order  received  to¬ 
day  should  be  handled  today 
a  "complaint  registered  today 
should  be  satisfied  today,  and 
adjustments  should  be  handled 
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uss  additions  to  the  company’s  in  the  department  in  W'hich  th< 
array  of  national  brands. 
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“Over  the  years,  we’ve  .lost :  Continued  on  Page.59,  * >f 


Lindner's  Good 
Named  Head  of 
Polsky^in  "Akron 


L^Don  K.  Good 

Plain  Dealer  Photo 


Jamaica  Patrols  Set 

&INGSTON  .UPV— Prime  Min¬ 
ister  Sir  Alexander  Busta- 
tnante  says  Jamaica's  de- 
fenes  force  will  be  bolstered 
within  a  few  months  with 
smallj/ea  and  air  units  patrol^ 
1  coast. 


Allied  Stores  Corp,  yester 
day  ffSmecT  Don  K.  Good, 
president  of  Sterling  Lindner, 
as  president  of  the  A.  Polsky 
Co.  in  Akron. 

While  Good  will  continue  to 
head  Sterling  Lindner,  the 
Akron  store  will  be  operated 
separately,  according  to  Al¬ 
lied  President  Theodore 
Schlesinger.  Allied  owns  both 
companies. 

Good  began  his  career  with 
Allied  at  the  Akron  store, 
and  has  lived  in  Wadsworth 
ever  since  his  transfer  to  the 
Cleveland  operation.  After 
heading  the  home  furnishings 
section  of  Sterling  Lindner, 
Good  was  named  president  of 
that  company  in  1960. 

In  addition  to  its  Akron 
store,  Polsky’s  has  two  Can¬ 
non  branches. 


$G  STORE  JOINING 
THE  ALLIED  CHAIN 
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Joroarr  Marsh  -  Miami  Unit 


Is  the  Largest  Built  in 
South  at  One  Time 

The  larJe^dlp^t/ieiA  store 
ever  built  at  one  time  under  a 
single  roof  in  the  South  will  be 
opened  this  week-end  in  Miami. 
Fla.,  bv  the  Allied  Stores  Cor¬ 
poration  1  ) 

'  W^^ffew  Jordan  Marsh— 
Miami,  located  at  Biscavne 
Boulevard  and  the  Venetian 
Causeway,  will  have  250.000 
square  feet  on  three  floors,  with 
provision  for  adding  two  more 
floors.  It  also  will  have  its  own 
yacht  pier,  where  customers  may 
istep  off  their  boats  to  do  their 
shopping. 

The  formal  opening  is  set  for 
Monday,  with  a  preview  today 
for  charge-account  customers. 

Allied,  largest  department 
store  group  in  the  country,  al¬ 
ready  has  the  largest  depart¬ 
ment  store  operation  in  Florida, 
with  tis  Mass  Brothers  subsidi¬ 
aries  in  Tampa.  St.  Petersburg. 
Lakeland  and  Sarasota,  and  a 
furniture  store  midway  between, 
Tampa  and  St.  Petersburg. 

Allied  also  has  recognized  the 
importance  of  Miami  as  a  pro¬ 
ducing  center  for  goods  sold 
throughout  the  country.  It  was 
the  first  store  group  to  open  a 
buying  office  there,  chiefly  to 
buy  Miami-made  fashions. 

Jordan  Marsh — Miami,  in  ad¬ 
dition  to  tapping  a  growing  re¬ 
tail  market,  will  give  AUied  the 
oportunity  to  test  fashion  mer¬ 
chandise  in  an  area  whore  the 
oublic  buys  apparel  considerably 
in  advance  of  most  other  parts 
of  the  country. 

Allied’s  seventy-eight  store.* 
throughout  the  country  thus  will 
be  able/ to  benefit  by  the  selling 
experience  of  the  new  outlet. 

The  opening  of  the  Miami 
store  represents  a  departure 
from  Allied’s  recent  expansion 
program,  which  has  stressed  re¬ 
gional  shopping  centers  rather 
than  downtown  stores.  Allied  is 
developing  a  nation-wide  net¬ 
work  of  shopping  centers,  at  a 
cost  of  $304,000,000. 

Jordan  Marsh — Miami,  how¬ 
ever,  is  a  $15,000,000  downtown 
venture  for  Allied,  planned  tc 
serve  the  needs  of  Miami’s  vaca 
tioners  as  well  as  catering  to  th< 
increasing  number  of  year 
around  residents.  ^ 


10  Shopping  Centers  Scheduled  / 
For  Allied  Stores  Within  3  Years 

- im.  inrr. — ~ 

Chain’s  C  hair  Details  of  Biggest, 

7  Miles  From  George  Washington  Span, 
Where  Stern  Will  Open  Branch  by  ’57 


B.  Earl  Puckett,  chairman  of 
the  board  of  Allied  Stores  Cor¬ 
poration  reported  yesterday  that 
the  cost  of  the  ten  shopping  cen¬ 
ters  he  expects  to  have  in  opera¬ 
tion  within  three  years  will  total 
$292,720,000.  The  cost  of  the 
seven  centers  not  yet  completed 
totals  $237,600,000. 

Mr.  Puckett,  in  a  press  inter¬ 
view  yesterday  at  the  Statler  Ho¬ 
tel  also  gave  details  of  Allied’s 
largest  center,  Bergen  Mall  in 
Paramus  and  Maywood,  N.  J., 
which  is  scheduled  to  be  opened 
in  late  1956  or  early  1957.  The 
shopping  center  is  less  than  seven 
miles  from  the  George  Washing¬ 
ton  Bridge. 

At  the  same  time  he  expressed 
confidence  in  the  future  of  down¬ 
town  stores.  Mr.  Puckett  said 
his  organization  had  spent  $47,- 
000,000  in  expansion  and  modem- 
izatiton  of  downtown  areas  in  the 
last  five  years  and  was  now 
spending  about  $20,000,000. 

Mr.  Puckett  also  said  three  or 
four  more  shopping  cente  s  were 
on  Allied’s  agenda.  He  estimated 
that  about  twenty-five  cities 
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no  more  than  about  fifty  could 
be  operated  in  the  nation. 

Allied  is  handling  the  financing 
of  some  of  the  new  centers,  he 
said.  In  other  cases  financing 
has  been  or  will  be  undertaken 
by  local  sponsors.  In  these  lat¬ 
ter  cases  Allied  would  own  or 
lease  the  pivotal  stores  in  the 
center.  Mr.  Puckett  said  he  felt 
it  will  be  necessary  to  go  to  the 
security  markets  for  additional 
financing. 

Among  the  shopping  centers 
scheduled  is  one  on  Long  Island 
for  Gertz  Department  Store  of 
Jamaica. 

Bergen  Mall  will  house  about 
100  stores  and  ^  its  projected 
annual  volume  is  about  $104,000,- 
000.  It  will  have  forty-seven 
entrances  and  exits  and  space 
for  8,600  cars.  There  will  be 
approximately  1,500,000  square 
feet  of  selling  space.  Stern 
Brothers  will  be  the  main  depart¬ 
ment  store,  with  an  initial  space 
of  300,000  square  feet.  It  will  be 
built  so  it  can  be  expanded  to 
500,000  square  feet.  Two  other 


coSld  support  such  centers — that  Continued  89.  Column  g 


'Low-Pressure  Merchant  Builds 
High  Head  of  Steam  Under  Sales 

Mf.  BUR 

*(L  “"'Wife- oTyry?/ 

The  presidency  of  the  biggest  subordinates,  “He’s  as  comfort- 


group  of  department  stores  in  the 
world  would  seem  to  be  a  high- 
pressure  job,  but  the  Allied  Stores 


Corporation  has  a  low-pressure 
man  at  tfte'heTm . 

B.  Earl  Puckett  has  neverthe¬ 
less  pushed  sales  up  from  $70,- 
000,000  to  about  $545,000,000  in 
twenty-one  years. 

He  has  changed  the  red-ink  fig¬ 
ure  of  $3,700,000  for  1932  to  a 
profit  of  better  than  $12,500,000 
last  year. 

How  did  he  do  the  job  ?  “I  dele¬ 
gate  responsibility  and  make 
sure  to  delegate  authority  with 
it,”  he  said  in  an  interview  last 
week.  He  feels  he  has  the  ability 
to  select  competent  executives, 
“men  who  know  how  to  inspire 
people  to  greater  efforts.”  He  be¬ 
lieves  in  decentralization  of 
duties. 

Mr.  Puckett  has  a  theory  that 
the  average  person  operates  at 
only  a  small  percentage  of  his 
potential.  He  tries  to  improve  this 


able  as  an  old  shoe.’ 

•  Some  merchants  consider  Mr. 
Puckett  a  “figure  man” — one 
who  puts  his  faith  in  what  the 
books  tell  him;  He  denies  this. 
Admitting  that  “the  best  way  to 
expose  facts  is  through  figures,” 
he  nevertheless  considers  people 
as  the  foundation  upon-  which  to 
build  a  successful  business. 

Mr.  Puckett  comes  from  Wayne 
County,  Ill.  His  first  job  was 
teaching,  for  $600  a  year.  The 
next  goal  he  set  for  himself  was 
to  earn  $1,000  a  year,  and  this 
he  reached  as  an  assistant  cash¬ 
ier  in  a  bank. 

He  raised  his  target  to  $3,000. 
and  hit  it,  with  the  help  of  some 
correspondence  courses,  as  an 
employe  of  an  Indianapolis  pub¬ 
lic  accounting  firm. 

His  last  financial  goal  was 
$18,000.  He  reached  it  in  1928, 
at  the  age  of  31,  when  he  was 
hired  as  the  controller  of  Loes- 
er’s,  then  Brooklyn’s  second  big¬ 
gest  department  store. 

After  that  I  stopped  setting 


percentage  in  the  people  who  goals,’’  he  said.  “I  just  kept  at 


work  for  him. 

He  considers  carefully  before 
answering  a  question,  and  he  is 
not  satisfied  with  pat  answers  to 
his  own  questions.  His  manner  is 
usually  relaxed,  friendly,  inter¬ 
ested/  In  the  words  of  one  of  his 


the  job.” 

Within  a  year  he  was  a  vice 
president  and  soon  afterward  he 
became  president.  In  1932  the 
owner  put  her  nephew  in  charge 

Continued  on  Page  7,  Colnmn  5 


SHOPPING  CENTERS 
'FOR  ALLIED  STORES 


Continued  From  Page  37 

department  stores  are  contem¬ 
plated  for  the  center,  the  largest 
being  of  150,000  square  feet  * 
The  center  is  divided  into  three 
main  areas,  each  connected  by 
walking  ramps.  One  is  a  group¬ 
ing  of  food  and  utility-item 
stores,  the  second  is  the  main 
group,  including  the  department 
stores,  and  thethird  is  a  group¬ 
ing  of  outlets  featuring  higher- 
priced  merchandise.  K 


HIGH  SALES  BUILT 
ON  LOW  PRESSURE 


Continued  From  Page  1 
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of  the  store  but  Mr.  Puckett  did 
not  have  to  wait  long  for  another 
job  to  come  along. 

Late  in  the  Twenties  a  nation¬ 
wide  store  group  had  been  set 
up  to  combine  the  best  features 
of  department  store  and  chain 
store  operations.  The  new  com¬ 
pany— Allied  Stores— was  hard 
of  the  store  but  Mr.  Puckett  did 
hit  by  the  depression  but  Earl 
Puckett  believed  in  the  basic 
idea.  When  the  job  of  vice  pres¬ 
ident  was  offered  to  him  in  1933, 
he  quickly  accepted.  A  year  later 
he  was  unanimously  elected  pres- 
ident. 

Only  a  few  weeks  back  ms  con¬ 
tract  was  renewed  for  eight 
years. 

Although  Mr.  Puckett’s  manner 
is  easy-going,  he  is  a  tireless 
worker.  He  has  been  known  to 
spend  as  much  p.s  100  hours  a 
week  on  store  problems. 

His  devotion  to  work  has  made 
him  miss  other  tmngs  in  life,  he 
admitted. 

“It’s  just  a  question  of  maJdng 
up  your  mind  what  you  want  and 
then  going  after  it,”  he  said.  “I 
made  up  my  mind  early  in  life 
that  what  I  wanted  was  business 
success.  I  concentrated  only  on 
that.” 

Mr.  Puckett  views  the  future 
with  tempered  optimism.  Feeling 
that  the  country  is  committed  to 
inflation  as  a  means  of  fighting 
business  downtrends,  he  looks  for 
repetitions  of  the  1954  type  of 
setback  but  sees  little  likelihood 
of  a  real  depression. 


